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METHOD FOR DEVELOPING A STRATEGIC CUSTOMER-VALUE-DRIVEN PLAN 
TO CREATE HIGH GROWTH BUSINESS OPPORTUNITIES 



FIELD OF THE INVENTION 

5 

This invention relates generally to business methods, and more particularly, although 
not exclusively, to developing strategic business plans. 

BACKGROUND OF THE INVENTION 

10 

It is generally known that most business interests wish to be profitable. In this regard, 
a business interest may devote considerable resources into developing a business strategy and 
a salable product or service (i.e., business opportunity). However, many companies are 
unable to systematically and consistently identify, develop, and create substantial new growth 
15 opportunities for the business interest. As a result, many companies focus on incremental 
innovations that include adding new features to existing products and services, marketing 
existing products to new markets, and other activities that generally build business slowly. 

A business interest utilizing incremental innovations may experience lackluster 
20 growth and thus, may not receive market recognition. Without market recognition, sales may 
falter, competitors may gain market share, and growth opportunities may not arise. To 
address this issue, there exists a body of business strategy literature. This literature may be 
broadly categorized as: disruptive technologies, discontinuous innovation, strategy 
innovation, and s-curves. Additionally, the business interest may employ general consulting 
25 models and frameworks focused on customer research, design research, product development, 
and business strategy. However, these "solutions" are not solutions at all, but rather, they are 
retrospective descriptions and anecdotes that describe broad approaches and philosophy 
regarding the process of creating market disruptions and growth opportunities. 
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SUMMARY OF THE INVENTION 



In one respect, the invention pertains to a method for systematically and consistently 
developing a strategic plan to create high growth business opportunities. The method 
includes the steps of performing an initiation meeting, performing a pre-invent session, 
performing pre-work and performing an invent session. The method further includes the 
steps of designing a business opportunity environment, developing the business opportunity 
environment, demonstrating the business opportunity environment and refining a business 
plan. Additionally, the method includes the steps of performing an alignment meeting, 
performing a commitment meeting and marketing a pilot. 

In another respect, the invention pertains to a method for systematically and 
consistently developing a business opportunity. The method includes the steps of performing 
an initiation meeting, performing a pre-invent session, performing pre-work and performing 
an invent session. The method further includes the steps of validating a business venture, 
designing a business opportunity environment, developing the business opportunity 
environment and demonstrating the business opportunity environment. Additionally, the 
method includes the steps of refining a business plan, performing an alignment meeting, 
performing a commitment meeting and marketing a pilot. 

In yet another respect, the invention pertains to a computer readable medium on which 
is embedded computer software comprising a set of instructions for executing a method of 
systematically and consistently developing a strategic plan to create high growth business 
opportunities. The method includes the steps of performing an initiation meeting, performing 
a pre-invent session, performing pre-work and performing an invent session. The method 
further includes the steps of designing a business opportunity environment, developing the 
business opportunity environment, demonstrating the business opportunity environment and 
refining a business plan. Additionally, the method includes the steps of performing an 
alignment meeting, performing a commitment meeting and marketing a pilot. 
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In comparison to known prior art, certain embodiments of the invention are capable of 
achieving certain aspects, including some or all of the following: (1) identify and define a 
business opportunity designed to offer a compelling value to customers; (2) translate 
opportunities into specific high growth business plans and concepts; (3) move concepts into 
prototypes and (4) move prototypes into a business that leads to rapid market adoption. 
Those skilled in the art will appreciate these and other aspects of various embodiments of the 
invention upon reading the following detailed description of a preferred embodiment with 
reference to the below-listed drawings. 

BRIEF DESCRIPTION OF THE DRAWINGS 

Figure 1 is an exemplary diagram of a method for developing a strategic business plan 
according to an embodiment of the invention; 

Figures 2 is a more detailed diagram of the step 200 depicted in Figure 1 , according to 
an embodiment of the invention; 

Figures 3 is a more detailed diagram of the step 300 depicted in Figure 1 , according to 
an embodiment of the invention; 

Figures 4 is a more detailed diagram of the step 400 depicted in Figure 1, according to 
an embodiment of the invention; 

Figures 5 is a more detailed diagram of the step 500 depicted in Figure 1, according to 
an embodiment of the invention; 

Figures 6 is a more detailed diagram of the step 600 depicted in Figure 1, according to 
an embodiment of the invention; 

Figures 7 is a more detailed diagram of the step 700 depicted in Figure 1, according to 
an embodiment of the invention; 

Figures 8 is a more detailed diagram of the step 800 depicted in Figure 1, according to 
an embodiment of the invention; 

Figures 9 is a more detailed diagram of the step 900 depicted in Figure 1 , according to 
an embodiment of the invention; 
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Figures 1 0 is a more detailed diagram of the step 1000 depicted in Figure 1 , according 
to an embodiment of the invention; 

Figures 1 1 is a more detailed diagram of the step 1 100 depicted in Figure 1, according 
to an embodiment of the invention; 

Figures 1 2 is a more detailed diagram of the step 1 200 depicted in Figure 1 , according 
to an embodiment of the invention; and 

Figures 13 is a more detailed diagram of the step 1300 depicted in Figure 1, according 
to an embodiment of the invention. 

DETAILED DESCRIPTION OF A PREFERRED EMBODIMENT 

For simplicity and illustrative purposes, the principles of the invention are described 
by referring mainly to an exemplary embodiment thereof. However, one of ordinary skill in 
the art would readily recognize that the same principles are equally applicable to, and can be 
implemented in, a system capable of developing a wide range products, services and content 
associated with business opportunities, and that any such variations are within the scope of 
the invention. While in the following description numerous specific details are set forth in 
order to provide a thorough understanding of an embodiment of the invention, in other 
instances, well known methods and structures have not been described in detail so as not to 
obscure the invention. 

Figure 1 is an exemplary diagram of a method 100 for developing a strategic business 
plan according to an embodiment of the invention. As shown in Figure 1, the method 100 
includes a step 200 of performing an initiation meeting, a step 300 of performing a pre-invent 
session, a step 400 of performing pre-work, a step 500 of performing an invent session, a step 
600 of validating a business venture, a step 700 of designing a business opportunity 
environment ("BOE"), a step 800 of developing the BOE, a step 900 of demonstrating the 
BOE, a step 1000 of refining a business plan, a step 1100 of performing an alignment 
meeting, a step 1200 of perform a commitment meeting and a step 1300 of marketing a pilot. 
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The step 200 may include a step 210 of executing an agreement to collaboratively 
proceed throughout the method 100, according to an embodiment of the invention, as shown 
in Figure 2. The term "executing" is defined as verbal or non-verbal forms of authorizing an 
agreement. In a preferred form, executing may be performed by one or more individuals or 
participants with authority for each of the business interests involved. The agreement for a 
collaborative invent process may be a standard contractual agreement between two or more 
parties or participants. For example, in a manner similar to known collaborative agreements, 
joint venture agreements, and the like, the agreement for the collaborative invent process may 
contain language binding the business interests to operate in good faith. The step 210 may 
further contain a non-disclosure agreement. Additionally, the agreement for the collaborative 
invent process may contain language describing an intent by the business interests to develop 
one or more business opportunities. In another form, the participants of the step 200 may not 
execute an agreement, but rather, may agree to continue with the method 100. For example, 
the participants may defer execution of the agreement until one or more goals of the method 
100 are identified. 

As shown in Figure 2, the step 200 may further include a step 220 of executing an 
agreement to develop the BOE. The BOE is defined as an idealized or hypothetical 
environment in which the business opportunity may be utilized by one or more customers. 
Additionally, the BOE may include supporting infrastructure, as well as a physical location. 
For example, if the business opportunity is a new cellular phone with instant messaging 
capabilities, then the BOE may be a city in which many friends of the customer already have 
this phone, so the customer could instantly communicate with the friends. Further, the city 
may include the supporting infrastructure necessary to utilize the phone. In a manner similar 
to the step 210, the participants of the step 220 may execute the agreement to develop the 
BOE, thus signifying intent to move forward in the method 100. 

Figure 3 shows the step 300 according to an embodiment of the invention. In general, 
the step 300 may pertain to performing customer/partner planning. As shown in Figure 3, the 
step 300 may include a step 310 of preparing for an invent session, a step 320 of agreeing 
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goals, a step 330 of performing an assessment of existing research data, a step 340 of 
negotiating roles, and a step 350 of assigning responsibilities. 

In general, the participants of the step 300 are expected to develop goals of the 
collaboration. In this regard, the participants may identify intended customer segments (e.g., 
men, women, teenagers, baby boomers, etc.) and potential environments in which the new 
product or service may be delivered. Once identified, the customer segments and potential 
environments may set the context for the invent session described below. Additionally, the 
participants may identify one or more specific goals in the step 300. If the agreement for the 
collaborative invent process has not been executed, the participants of the step 300 may 
execute the agreement in response to identifying one or more goals. 

In the step 310, the participants may generate and gather data associated with the 
business opportunity, the intended customer segments and potential environments (e.g., 
gather research data). The participants may additionally begin formulating one or more 
specific goals for the method 100. In this regard, the participants may define and agree upon 
the one or more specific goals in the step 320. Further in step 320, the participants may agree 
upon one or more tasks or roles intended to accomplish some or all of the goals. 

In step 330, the participants may perform an assessment of the existing research data. 
In this regard, the participants may present the research data gathered. The research data may 
be evaluated based on a variety of criteria. For example, in a manner known to those of 
ordinary skill in the art, a statistical significance may be determined based on the number of 
possible data points verses the number of data points gathered. In another example, a diagram 
of the research data in part and/or as a whole may be generated as a visual aid to assist the 
participants in their assessment. In this manner, the participants may assess the research data 
and determine whether required data has been gathered. 

In step 340, the participants may agree upon a role that each business interest may play 
in accomplishing some or all of the goals. In step 350, the participants may assign one or 
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more responsibilities with due dates to some or all of the business interests. The 
responsibilities may include attaining a subset of the agreed upon goals. In general, 
responsibilities may be assigned based on resources available to each business interest. 

Figure 4 depicts the step 400 according to an embodiment of the invention. In 
general, the step 400 may include performing primary and secondary research. For example, 
as shown in Figure 4, the step 400 may include a step 410 of synthesizing results from the 
step 300 and defining key questions to be answered, a step 420 of gathering pre-existing 
research data from participants and assessing further research requirements, a step 430 of 
developing a plan to perform research, a step 440 of executing primary research, and a step 
450 of executing secondary research on customers, society, businesses, industry and 
technology trends. The step 400 may further include a step 460 of recruiting expert 
participants. 

The step 410 may be initiated by synthesizing a conclusion based on the goals, 
customer segments and environments agreed upon in the step 300. Based on the conclusion, 
the participants of the step 410 may generate one or more pre- work questions to be answered 
by the ensuing research. 

In step 420, the participants may assess whether pre-existing research is sufficient to 
answer some or all of the one or more pre-work questions. For example, the participants may 
attempt to answer each pre-work question by referencing the pre-existing research. In this 
manner, a list or body of required research corresponding to unanswered or relatively poorly 
answered pre-work questions may be generated. 

In step 430, the participants may assign research roles and deadlines based on the list 
of required research generated in step 420. 

In step 440, the participants may execute or perform primary research associated with 
the required research. Typically, research subjects are utilized in the step 440. For example, 
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one or more representative members of the identified customer segment may be recruited for 
participation in the primary research. The representative members may be observed 
interacting with the business opportunity and/or asked questions associated with the business 
opportunity. Typically, at least part of the primary research approach utilizes qualitative, in- 
5 situ, social-science-based research methods. 

In step 450, the participants may perform secondary research associated with the 
required research. In this regard, information related to one or more of customer segments, 
social, business, industry, technology and services may be referenced to perform the 

10 secondary research. For example, the participants may gather data and note a rate of new 
product introductions in one or more product/service areas (e.g., cameras, mobile phone 
services, etc.). The rate of new product introductions may indicate a trend. The trend may be 
used to understand a future environment for the business opportunity. For example, if market 
trends indicate an increased number of new products while consumer trends indicate reduced 

15 or steady sales , the future environment may include little opportunity for growth. Conversely, 
if market trends indicate a steady or decreased number of new products while consumer 
trends indicate increased sales, the future environment may include a high growth potential. 

In step 460, at least one expert in a field or fields associated with the business 
20 opportunity may be consulted. In a preferred embodiment, a team of researchers may be 
retained to perform some or all of the steps involved in the step 400. More particularly, the 
team of researchers may identify a group of experts in fields related to customer segments, 
technologies and/or services associated with the business opportunity. The team of 
researchers may further prepare the one or more identified experts for presenting to the 
25 participants of step 500. The preparation may include asking the experts particular types of 
questions and giving the experts particular criteria or guidelines to consider when answering 
the questions. For example, when asked about a particular technology, the expert may be 
expected to describe the motivations and the environment of the user/consumer and the 
demographics (i.e., how the environment and use of the product has changed, how the 
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user/consumer has changed, and how the area of purchase/use has changed.)- The expert may 
further identify competition in the particular product/service area. 

Figure 5 illustrates the step 500 according to an embodiment of the invention. In 
5 general, some or all the step 500 may be performed by participants of a collaborative invent 
workshop. As illustrated in Figure 5, the step 500 may include a step 510 of generating a 
common understanding of the research and choosing an initial focus area, a step 520 of 
generating a roadmap and development of a strategic business plan associated with the 
business opportunity, and a step 530 of defining a customer experience associated with the 
10 BOE. 

Typically, the participants of the step 500 identify and begin developing a strategic 
business plan. In this regard, the participants of the step 510 may give one or more 
presentations relating information gathered to date. In general, the intent of the presentations 
15 is to provide a base of information for the participants to form a common understanding of 
the research. Based on the information given, the participants may choose the initial focus 
area. For example, an area identified as important to the success of the method 100 or an area 
not well understood may be defined as an initial focus area. 

20 To increase knowledge and/or understanding in the initial focus area, exercises may be 

performed. For example, in an ideal future exercise, the participants may develop an "ideal" 
outcome for the customer segments and the business interests, ascertain products and/or 
services associated with attaining the "ideal" outcome, and identify "key" events that should 
take place in order for the outcome to occur. Basically, the ideal future exercise is a tool 

25 involved in the steps 520, and 530. 

Another exercise that may be performed is "horizoning". For example, a phased 
vision action plan may be developed. Each phase represents a horizon and the act of 
describing each phase and the interactions of the various phases is defined as "horizoning". 
30 In general, the phased vision action plan is used to break down goals into manageable subsets 
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of tasks. Preferably, each task of the manageable subsets of tasks should be relatively easy to 
accomplish and the completion of the task verifiable. Typically, the phased vision action plan 
is an aspect of the strategic business plan. 



In step 520, the participants may develop the strategic business plan based on the 
outcome of the above performed exercises. Additionally, the participants may define the 
customer experience associated with the BOE in step 530. In general, the steps 520 and 530 
lay the groundwork for the step 1000. Thus, as more information is gathered, the concepts 
initiated in the steps 520 and 530 may be modified in subsequent steps of the method 100 and 
particularly in the step 1000. 

Figure 6 shows the step 600 according to an embodiment of the invention. As shown 
in Figure 6, the step 600 may include a step 610 of examining assumptions, a step 620 of 
building a business case, and a step 630 of defining technical and service options associated 
with the business opportunity. In one form, some or all of the steps involved in the step 600 
may not be performed. For example, if insufficient information has been gathered to 
formulate worthwhile assumptions, the step 610 may not be performed. In this regard, the 
method 100 may continue, additional information gathered, and unperformed steps involved 
in the step 600 may be performed once adequate data is acquired. Similarly, the steps 620, 
and 630 may be performed as adequate information is accumulated. 

Once it is determined that adequate information has been accumulated, the step 610 
may be performed. In a preferred form, assumptions made during the method 100 may be 
listed and prioritized. For example, identified assumptions may be placed on a list. 
Assumptions made with relatively less data or that are relatively more important may be 
placed relatively higher on the list than other assumptions. The listed assumptions may then 
be examined based on any additional information gathered. 

The step 620 may involve identifying partners, obtaining supply inventories for the 
identified partners and tabulating expected expenditures and revenues. In a preferred form, 
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sufficient information with regard to product design and manufacture may be required to 
tabulate meaningful expected expenditures. Similarly, projected product cost and sales 
figures may be required to formulate expected revenues. The step 620 may, in part, depend 
on a favorable relationship of expected revenues as compared to expected expenditures. 

The participants of the step 630 may determine a plurality of technical/service options 
that may be utilized by the business interest to produce the business opportunity. The 
participants may further determine one or more preferred technical/service options by 
comparing and contrasting each technical/service option of the plurality of technical/service 
options. 

Figure 7 depicts the step 700 according to an embodiment of the invention. As 
depicted in Figure 7, the step 700 may include a step 710 of designing an experience goal 
associated with a pilot and a step 720 of designing technical architecture associated with the 
pilot. The step 710 comprises, essentially, the idea of determining what possible uses the 
technology could achieve in the BOE as generally envisioned by the participants of the step 
500, and more particularly, the customer experience outlined by the participants of the step 
530. The participants of the step 710 may then determine which, if any, ideas from the step 
530 are feasible, possibly based in part on the assessments of the technical options in the step 
630. The ideas determined to be feasible act as a charge to the participants (e.g., design team) 
designing the technical architecture associated with the pilot in the step 720. These designs 
may be utilized as the "blue print" for a prototype of the BOE that include any real technology 
or research that could prove the feasibility of the BOE in a way that is tangible to any of the 
management, the inventors, or, more generally, any entity that interacts with or is associated 
with the BOE. 

Figure 8 illustrates the step 800 according to an embodiment of the invention. As 
depicted in Figure 8, the step 800 may include a step 810 of developing technical architecture 
associated with the BOE and a step 820 of building a prototype associated with the BOE. 
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The technical architecture developed in the step 810 may include any infrastructure, 
backbone, or any end-user technology or services needed to implement the designs agreed 
upon by the participants of the step 720. The technical architecture may be utilized by the 
participants of the step 820 to build a prototype of the designs developed by the participants 
5 of step 720. 

According to an embodiment of the invention, the step 900 may include as shown in 
Figure 9, a step 910 of demonstrating the pilot as a proof of concept, a step 920 of analyzing 
customer response to the BOE, and a step 930 of determining impact on the business case. 

10 

The step 910 may include identifying potential customers to participate in a market 
study or survey in which they interact with the prototype and provide feedback, or it might 
include the rollout of the product to a small area to see what the response to it is under regular 
market conditions. In any case, the response to the prototype is analyzed in step 920 by using 
15 market and customer analysis tools known in the trade. The results are then used to 
determine what, if any, features of the business case should be changed. The business case is 
defined as the conglomeration of technologies, marketing or pricing schemes, or any other 
aspect of the designs determined by the participants of the step 720. 

20 Figure 10 shows the step 1000 according to an embodiment of the invention. In 

general, the participants of the step 1000 are expected to create a vision and strategy road map 
based on the results of the analysis of the response to the prototype determined in step 920 
As depicted in Figure 10, the step 1000 may include a step 1010 of refining a substantially 
total customer experience, a step 1020 of defining a business model, and a step 1030 of 

25 defining a technology architecture roadmap. 

The step 1010 may comprise determining at least a subset of the ways in which the 
customer experience with the BOE may be improved. In this regard, now that more 
information and data has been acquired, the participants of the step 1010 may modify the 
30 customer experience defined in step 530. The participants of the step 1020 may utilize this 
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information to determine how to proceed with the business case. Various methods for 
defining a business model are well known in the trade, and those with knowledge in the trade 
will be able to realize that any of these methods may be utilized at this stage. The participants 
of the step 1030 may utilize the information defined in step 1020 to outline how all of the 
5 technology and services will interact. The step 1000 may be an iterative process capable of 
change as new data is analyzed based on the demonstration of the BOE in step 900. 

Figure 1 1 depicts the step 1 100 according to an embodiment of the invention. As 
depicted in the Figure 1 1, the step 1 100 may include a step 1 1 10 of gaining alignment from 

10 key stakeholders and a step 1120 of outlining roles and resources associated with moving 
forward. These elements of these steps would be known to one with reasonable knowledge in 
the trade. One goal of the alignment meeting 1 100 may be to ensure that all of the entities 
(e.g., business interests, participants, etc.) involved in the initiation meeting performed in step 
200 are interested in the continued pursuit of the design of the BOE as laid out in step 700 

1 5 and refined in step 1 000, thus gaining alignment from key stakeholders. Another purpose for 
the alignment meeting may be similar to the function described above except with a subset of 
those original entities, or even the addition of new stakeholders. Additionally, decisions 
performed by the participants of the step 1110 may be to determine which goals described in 
steps 320 and 710 had been met at this point, and to ensure that all stakeholders had fulfilled 

20 their respective roles assigned in step 340 and respective responsibilities assigned in step 350. 
Once the alignment meeting has taken place, and with the assessment of the current situation 
in mind, the participants of step 1120 may outline the remaining roles and resources 
associated with moving forward. The step 1 120 may involve determining what remains to be 
done from any of the previous steps or planning sessions (i.e. steps 520, 530, 810 and 820) or 

25 may outline new roles and resources needed for the future steps. For these purposes, roles 
and resources may have many different meanings. For example, one meaning may include a 
role being a person or persons responsible for a certain step or steps, and resources may 
include a person or persons responsible for obtaining the input necessary for a certain step or 
steps, whether that input be human resources, capital resources, hardware, or any other 

30 resource. 
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Figure 12 illustrates the step 1200 according to an embodiment of the invention. As 
depicted in the Figure 12, the step 1200 may include a step 1210 of finalizing roles, a step 
1220 of finalizing resources, a step 1230 of identifying substantially critical assumptions, and 
a step 1240 of finalizing a substantially detailed short term plan associated with moving 
5 forward. In general, the step 1200 involves creating contracts that outline the commitments 
of each party that will be involved in going forward. More particularly, these contracts may 
include at least some of the following steps: the step 1210 and 1220 may comprise reaching 
an agreement on the outlines set forth previously in step 1 120, whether or not those outlines 
have undergone modifications since their initial outline; the step 1230 may comprise figuring 

10 out as much as possible of what is necessary in order for substantially all participants 
involved to want to continue to go forward. By way of example, a critical assumption made 
by the participants in the step 1230 may be that the project will be completed before an 
anticipated event and if that were not to happen, at least one entity would require an alteration 
to one or more agreements. Once the assumptions made by the participants in the step 1230 

15 are identified, they may be incorporated by the participants of the step 1240 into a detailed 
short term plan associated with moving forward. Typically, the finalized detailed short term 
plan associated with moving forward identifies what the next steps must be to keep going 
with the project to ultimately have a BOE as envisioned upon completion of the 
demonstration in the step 900 and the refinement of the business plan in the step 1000 and 

20 will be explicitly or implicitly agreed upon for the purposes of the commitment meeting in the 
step 1200. 

Figure 13 shows the step 1300 according to an embodiment of the invention. As 
shown in the Figure 13, the step 1300 may include a step 1310 of introducing the pilot and a 
25 step 1 320 of performing limited market tests associated with understanding customer uptake. 
The step 1310 may be performed on at least one of an initial target market 1330, an initial 
target segment 1340, and an initial target location 1350. The step 1310 is known to those 
familiar in the trade and includes methods of releasing products to a market by way of pilot 
testing. Those familiar with pilot tests of products will appreciate that any method developed 
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in the future for the release of products that is unknown at this time would also work in this 
step without affecting the purpose or function of this step. 

Additionally, the method 100 may exist as software program(s). For example, some 
5 or all of the participants, researchers and customers referred to herein may include software 
agents configured to represent business interests, retrieve information and represent customer 
interests. In this regard, the software agent(s) may exist in a variety of active and inactive 
forms. For example, they may exist as software program(s) comprised of program 
instructions in source code, object code, executable code or other formats. Any of the above 

1 0 may be embodied on a computer readable medium, which include storage devices and signals, 
in compressed or uncompressed form. Exemplary computer readable storage devices include 
conventional computer system RAM (random access memory), ROM (read only memory), 
EPROM (erasable, programmable ROM), EEPROM (electrically erasable, programmable 
ROM), flash memory, and magnetic or optical disks or tapes. Exemplary computer readable 

15 signals, whether modulated using a carrier or not, are signals that a computer system hosting 
or running the computer program maybe configured to access, including signals downloaded 
through the Internet or other networks. Concrete examples of the foregoing include 
distribution of the program(s) on a CD ROM or via Internet download. In a sense, the 
Internet itself, as an abstract entity, is a computer readable medium. The same is true of 

20 computer networks in general. 

What has been described and illustrated herein is a preferred embodiment of the 
invention along with some of its variations. The terms, descriptions and figures used herein 
are set forth by way of illustration only and are not meant as limitations. For example, the 
25 steps illustrated in Figures 1-13 may be performed in an order different from the order shown 
and/or may be performed simultaneously. Those skilled in the art will recognize that these 
and many other variations are possible within the spirit and scope of the invention, which is 
intended to be defined by the following claims - and their equivalents - in which all terms 
are meant in their broadest reasonable sense unless otherwise indicated. 
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